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ALLAN GATES HALLINE 


Memoriam 


The editors the Bucknell University Studies have set aside 
this page mark respect for the scholarly attainments 
valued colleague and friend whose untimely death occurred 
October 13, 1951. 

Allan Gates Halline, Doctor Philosophy and Professor 
American Literature Bucknell University, was secretary the 
American Literature Section the Modern Language Associa- 
tion. was the editor three anthologies American Drama. 
One these appeared the American Literature Series, edited 
Professor Clark, the University Wisconsin, and 
another was one series twenty volumes entitled America’s 
Lost Plays, edited various persons for the Princeton University 
Press. His third anthology, collection American plays not 
yet named, now going through the press. Professor Halline also 
made scholariy contributions professional journals, and 
was valued contributor this publication. His most important 
published works are listed below. 


BOOKS 


Editor, American Plays. (American Literature Series, 
Clark, general editor.) New York, American Book Company, 1935. 

Editor, The Daughter, Other Plays, Bronson 
Howard. (America’s Lost Plays, various editors.) Princeton, 
Princeton University Press, 1941. 


ARTICLES 


“Bronson Howard’s The Amateur Benefit,’ American Litera- 
ture, (March, 1942), pp. 74-76. 

“Maxwell Anderson’s Dramatic Theory,” American Literature, 
XVI (May, 1944), pp. 63-81. 

“American Dramatic Theory Comes Age,” Bucknell Uni- 
versity Studies, (June, 1949), pp. 1-11. 

“American Drama and World War II,” Bucknell University 
Studies, (October, 1950), pp. 71-79. 

“Moral and Religious Concepts Poe,” Bucknell University 
Studies, (January, 1951), pp. 126-150. 
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THE NEW PROFESSION SALES MANAGEMENT 


management today differs many important ways from 
sales management even few years longer does the 
sales manager find himself occupied exclusively with budgets, statis- 
tics, market analyses, reports, and organizational revision. must 
now also shrewd judge men and efficient developer 
their talents. Less and less does sell—more and more does 
administer. Personality and the cigar have been overshadowed 
scientific methods. The accent shifting from volume sales 
profit sales. Accordingly, the sales manager must point ac- 
cusing finger unprofitable items territories must select, 
the light varying conditions, the distribution channels that are 
most profitable. Thus his task has grown complexity. 

Leadership and other inherent qualities are essential for 
successful sales manager formal education. Even though 
individual might obtain necessary academic degree and otherwise 
meet the standard requirements for recognition professional 
sales manager, his success his profession would nevertheless de- 
pend entirely upon his ability produce and meet the demands 
his particular situation. Broadly speaking, only full 
comprehension the functions, the responsibilities, and the manner 
which sales manager must operate under modern conditions 
that can qualify himself for professional standing. Such compre- 
hension can gain, large part, learning imitate the ways 
scientists. 

recent years, sales managers have increasingly made use 
factual information reaching their decisions. Such information 
can gathered only specialists. successful sales manager, 


The author acknowledges the assistance Harry Johnson, Jr., con- 
ducting the research upon which this article based. 
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therefore, man who prepared either direct the 
doing research. Putting simply, the sales manager must train 
successful job. does not profit the methods modern re- 
search, for example, may fail because the ineffectiveness 
his marketing procedures. the peculiar ability make use 
scientific business analyses that marks the sales manager 
professional. contrast, the use guess-work marks the non- 
professional. 

Present-day sales management combines the old established meth- 
ods selling and management with the new techniques which have 
made the sales manager professional man. individual charge 
sales must first direct his attention the product itself. The 
product should the company’s best salesman. The large corpora- 
tion has product-development departments that serve research 
laboratories for developing new and improved products. the 
responsibility the sales manager, however, initiate proper sales 
ideas and inform his company’s research department needs 
the field. 

After sales manager has decided what his sales goal shall be, 
must make plans for his organization. This personnel func- 
tion that highly specialized. Even though his product satis- 
factory, sales manager can ruin his company very short time 
inefficient sales organization. How can organize his staff 
without conducting sales-training program which, its very 
nature, makes him educator? can not so. The sales man- 
ager must either perform the function educator one his 
numerous responsibilities else must delegate this function 
subordinate. would seem that could acquire professional 
status the basis this function alone; but, does not earn 
money for his company, will soon have status all. the 
sales are inadequate, invariably removed from his post 
sales manager. short, his job not only that picking good 
salesmen also that training salesmen market particular 
product and thus render service particular field. 

The foregoing responsibilities, though they may appear 
beyond the ability one man, regardless his field, not compre- 
hend all the functions sales management. Here, every other 
branch business organization, effective financial policies must 
prevail. The ability increase earning power over period 
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years, relative capital invested, primary function sales 
management. The entire organization owes its continued existence 
the profitable operation its selling division. Today, successful 
selling requires more than keen intuition. requires precise 
edge and broad understanding. Ability manage both men and 
affairs; professional standing gained education, training, and 
sterling character and moral uprightness—these are 
essential requisites the effective sales manager our time. 
these requisites must added the native aggressiveness, ability, 
and enthusiasm required create and direct sales program with 
energy and vigor. the end, sales manager will judged ac- 
cording whether has has not made money for his employers. 


PROCEDURES SALES MANAGEMENT 


From study the qualifications effective sales man- 
ager now pass the consideration the procedures sales man- 
agement. This part paper based upon answers given 
questionnaire that sent one hundred and ten companies 
diversified group industries. The industrial classifications 
study include alcoholic and non-alcoholic beverages, food products, 
radio and television, flour, drugs, plumbing, chemicals, paper, tires, 
and other miscellaneous products. Certain comments that received 
personal letters are both informative and interesting, and have 
incorporated many these into this article without revealing per- 
sonal identities corporate secrets. 

The following questions were asked 


what extent you use scientific methods 
basis for territorial 

What are your reasons for accurately fixing sales 
territories 

What are the errors that you commonly make the 
allocation sales territories 

What the basis you use for splitting 

What are the factors that you use determine the 
size territories? 


Besides giving answers the foregoing questions, the firms con- 


sulted were asked give personal information that would help 


make the analysis complete. Their answers the questions sub- 
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mitted ranged from virtually reply excellent letters accom- 
panied stacks market-research data. These answers are sum- 
marized the following sections paper. 


FOR TERRITORIAL ALLOCATION 


This question was either directly avoided changed meaning 
more than any other question the survey. fact, one sales man- 
ager changed the word “scientific” the more homely phrase “com- 
mon sense.” From the answers that received appears that terri- 
torial allocation should determined knowledge individual 
markets acquired either past experience ground analysis. 
The important factor considered allocating sales territory 
the There are various ways gather information for 
market analyses: through newspapers, public research companies, 
private surveys, mailing lists, and population statistics. Any 
these methods can applied national, sectional, state, county, 
city, trading-area basis, desired. From this information the 
known undesirable prospects can detected and eliminated. After 
this operation has been performed, the base for the salesman’s 
work-day can ascertained fully surveying the area. 
normal work-day can ascertained, the matter determining 
week’s work will require only the multiplying the base-day 
five. 

must now consider the subject outlets.* this subject 
the sales manager must give much time and effort, order 
establish the average cost figure for comparison with the antic- 
ipated volume sales. Regardless the size the territory, 
its potential, the important thing for him keep mind that 
must forecast accurately the total volume sales. make 
such forecast, the scientific method the only satisfactory one 
that can use, for requires complete analyses the population, 
the purchasing power, the number wholesale and retail outlets, 
and other similar data each sales area. Men who specialize 
marketing are now scrutinizing the latest Federal census business 


word “potential,” sales management, designates the total volume 
business that may practically achieved given area. 

outlet any place where product sold the normal channels 
distribution. 
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order get the most recent vital information that will help 
them plan sales, advertising, and merchandising campaigns. 

few breweries that operate national scale were included 
this study. difficult for such firms use strictly scientific 
methods allocating their sales territories. For them the market 
potential and the type market various geographical areas 
differ greatly. Their operations are further complicated because 
about one-third the geographical area the United States 
dry territory. Even sales territories that are not dry, their 
market potential affected the degree stringency the 
state laws which regulate the sale alcoholic beverages. 


The channel distribution also important factor for 
brewers consider. Beer moves from breweries large wholesale 
distributors. From the warehouses the wholesalers the outlets are 
supplied. Sales territories for beer are usually arranged that 
they will not overlap within marketing areas. Major centers, such 
New York City, Philadelphia, and Chicago, are used market- 
ing areas, and each them the allocation made county 
basis. The population, the income per capita, and the number 
outlets determine the number counties that will comprise sales 
territory. such territory high per capita income, the financial 
arrangements with the distributor will govern its size. This true 
because, income high given area, there will numerous 
outlets therefore, the wholesaler will have smaller geographical 
area but more outlets serve. Furthermore, the number square 
miles important factor determining sales territory for 
beer, because delivery costs represent large part the total 
cost doing business means wholesale distributors. 


the non-alcoholic beverage industry there are two groups that 
have peculiar marketing problems. The first group consists 
bottlers operating under local franchises. 


The business bottling drinks carried thousands 
individually owned bottling companies. Each these companies 
operates under franchise from the manufacturers syrup con- 
centrate. Such franchise gives the corporation possessing the 
exclusive right bottle and distribute name brand its terri- 
tory. The grant such franchise based upon such factors 
population, area, and the financial strength distributors. Popula- 
tion the most important basis for such allocation. The area covered 
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such franchise varies from city eight ten counties. Each 
sales territory this group the responsibility one distributor. 
The manufacturer, however, employs missionary salesmen who aid 
the distributor promoting ideas and programs conjunction 
with national advertising paid for the manufacturer. This ar- 
rangement comparatively satisfactory its operation. 

The second group consists those who sell syrup concentrate 
soda fountains. The manufacturers this product designate their 
own sales territories and direct their own sales efforts. Since these 
companies operate national scale, their territories are divided 
into regions, and these regions are subdivided into districts. The 
districts are further subdivided into units, each covered sales- 
man. Scientific methods are used very limited extent this 
industry. Effective aids used this industry determine sales 
territories are the marketing-area maps published such com- 
panies Hearst, Curtis, and Printer’s Ink. Using marketing- 
area map probably the best way for such producers arrive 
their potential. This true because their sales depend upon popula- 
tion and area. Their product, because has low-unit retail value, 
must sold large quantities. merchandising such product, 
the problem selecting customers does not exist. What re- 
quired large population. 

group, soft-drink manufacturers use little scientific informa- 
tion when dividing their territories. the sampling that have 
made, sampling which included the largest operators well 
several small ones, the replies were almost the same. Here one 
that typical. 


would say that virtually all sales managers set their 
territories relation two factors—the ability the 
salesman cover the ground terms available work- 
ing days, plus sales opportunities. given salesman has 
only given number working hours per week. 


would seem preferable, however, determine the sales 
potential, and then use the basis for allocating the territory. 
With the territories thus determined, salesmen could assigned 
any number desired. other words, the sales potential 
known, the sales organization can easily formed. 

the discussion the foregoing paragraphs, the beverage in- 
dustry was separated from the other industries included 
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survey. This was necessary because this industry the unit value 
low, because certain laws restrict the market large areas 
the country, because manufacturers beverages make little use 
scientific research, and because population the most important 
single factor allocating sales territories for the products this 
industry. 


turn now series paragraphs dealing with methods 
employed industries producing radios, television sets, industrial 
goods, shoe machinery, plastics, foods, and lighting and fixtures. 
Before start can made any scientific method for territorial 
allocation for these products, the channel distribution must 
determined. This basic the marketing problem, and the decision 
what that channel shall must made the sales manager. 
would unwise for him study the territorial problems before 
was certain that the selected channel would effectively reach the 
potential market. There usually wealth material available 
any individual for making such analysis. 


After sales manager has reached decision the channel, 
his next step obtain the data needed determine how reach 
the potential market. This can done using company’s own 
sales research department employing outside research firm. 
survey reveals that both methods are used. The important fact, 
however, that research made use least ninety per cent 
the corporations included study. 


policy allocating salesmen the basis the existing market 
good one. area, such the state New York, contains 
ten per cent the total domestic market for product (the potential 
being discovered scientific research), then ten per cent the 
sales force should placed that area. Thus the territory would 
allocated necessity, the analysis having proved that the busi- 
ness was there. the analysis showed that twenty per cent the 
potential covered the entire South, then only twenty per cent 
the sales force should placed the South. Here excellent 
example scientific allocation sales territory. Such procedure 
should followed all circumstances. territory can never 
static. Territories change from day day because people are con- 
stantly changing and shifting. adjustments are not constantly 
made accordance with such fluctuations, territory may continue 
exist geographical territory location, but will not 
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effective sales territory because the expected market will not 
there. 

Analysis territories only one aspect sales analysis, but 
very important one. almost equal importance the ascer- 
tainment the territorial quota. Why this so? Appropriate 
answers this question are given below. 


gives each salesman reasonable goal which 
aim. will compelled cover the entire territory be- 
cause the quota covers the potential within the territory. 

assures maximum development each account— 
full exploitation the territory necessary. 

permits comparisons among members each sales 
force and comparison one territory with another. 


dealing with miscellaneous group industries, may 
perhaps allowed certain assumptions classifications. Let 
illustrate this point reference classification products. 
the products classified shall consider two groups. 


GROUP 


this group belong the products purchased private indi- 
viduals for their personal use consumption. Such products might 
radios, brand drugs, food, shoes. The proper territorial alloca- 
tion for them would based upon such factors population, in- 
come, climate, and transportation. Accordingly, wish ac- 
curately analyze the problem territorial allocation for the 
effective sale such goods, must keep mind the following 
points 


Population important factor. 

Accurate knowledge the income the population 
also necessary. From trading-area map, census re- 
port, Department Commerce report, can pin- 
point the population and the income within the group. 

The channel distribution, though varies, must 
determined. 

The type, price, size, and model product must 
also determined. 


derived from the survey questionnaire. 
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GROUP 


this group have consider products two kinds, namely 


Consumer products purchased manufacturers for 
their own use, such, for example, sandpaper, stationery, 
furniture, machine-shop supplies, soap, and forth. 

Producers’ goods, such raw semi-finished ma- 
terials for further processing and for incorporation into 
the buyers’ own finished products, regardless their 
nature. 


the section, the procedure analysis for allocating the 
territory could follow that Group the “B” section, that 
producers’ goods, the procedure must vary. For determining the 
allocation producers’ goods territories, the basis often not 
the firm’s only analysis, but the sales-production figures from the 
industries which sells its product. This must because the 
character the market for such producers’ goods. There only 
one market for them. obvious that this procedure con- 


Another scientific basis for the allocation sales territory 
the record the sales during period years other manu- 
facturers component parts selling the same trade. This record 
will reveal trend, and from this trend the firm may determine 
whether not keeping pace with the general economic con- 
ditions any given industry. the firm not enjoying its proper 
share the potential total market, survey will necessary. 
using the findings such survey, using the knowledge dis- 
closed the trend, and using adequate information economic 
conditions general, the territorial boundaries can rearranged 
meet the existing need. territory any better than its sales 
potential. 


the person persons responsible for establishing the above- 
mentioned boundaries have compiled their information accurately, 
the normal thing would plot sales curve, based upon 
territorial accomplishments. Such curve would record that 
could checked and corrected any given time. using this 
curve, expansion contraction could constantly watched. the 
curve should show expansion, quick action would necessary, be- 
cause the opportunity reach the potential would clearly 


BUCKNELL UNIVERSITY STUDIES 


apparent. The area expanding business should once the 
object accelerated effort; necessary, territorial boundaries 
should changed. The measures adopted would doubt 
prove simple enough, the main purpose being cover the 
new area with adequate sales force the shortest possible time. 


Generally speaking, there are set rules for using scientific 
methods the allocation sales territories. The procedure must 
with the type business. From the results survey, 
however, general rule can derived. When the price 
product increasing, the extent scientific analysis increased 
when the price unit small, the use scientific methods de- 
creases. Another generalization that emerges from this survey 
that, even scientific method 100 per cent perfect, the applica- 
tion such method can effective only insofar firm’s sales- 
management personnel can make so. 


After the normal existing channei distribution and the extent 
which scientific methods are used territorial allocations 
have been determined, the question accurately fixing territory 
arises. This brings the second question survey. 


SALES TERRITORIES 


Obviously, sales territories must accurately defined that 
management, salesmen, customers, and prospects will know who 
covers given territory any portion thereof. Factors such 
compensation salesmen, service customers, and responsibility 
for territories the field sales organization must considered 
organizing territories for effective selling. 


Accurate fixing sales territories will prevent such overlapping 
occurs when two more men may, through doubt, call the 
same customers. will also prevent disputes regarding credit for 
sales. The policy firm the matter giving credit for sales 
very important, and should clearly stated that can 
understood all the members the company’s sales organization. 
policy giving credit for sale the territory which the 
purchasing department the customer operates, regardless the 
destination shipment, appears practicable and ex- 
tensively used companies represented this study. 


SCIENCE AND SALES TERRITORIES 


The trading will most cases automatically fix sales 
territory. For instance, Nevada, Utah, Arizona, and Colorado 
would have very few major outlets, and these would pretty well 
concentrated Reno, Salt Lake City, Phoenix, and Denver, with 
perhaps one two large marketing centers Pueblo and Grand 
Junction. the other hand, the concentrated areas Los 
Angeles and San Francisco, similar areas the eastern part 
the United States, sales territories, though geographically 
smaller, would contain many more outlets, and all probability 
most these outlets would greater unit volume business 
than those large western territory. 


After the trading area established, several other problems arise. 
If, for example, the territory set for chain-store operation, the 
distribution will quite different from what would 
franchise branch-office system were established. Let 
consider the problem franchise system. The two main factors 
governing the granting franchise are population and area. For 
example, densely populated section the country franchise 
might include just city county, whereas section the 
country less densely populated might very well include eight 
ten counties. Sales boundaries should fixed prevent the 
servicing retail outlets more than one qualified wholesaler 
branch. wholesaler dealing popular brands must espe- 
cially careful not infringe the territory adjacent whole- 
saler. When such restrictions are not maintained, arguments about 
price, servicing, advertising, and the like invariably result. The 
distributor branch must have the proper authority operate 
profitably area subject franchise. 


the manufacturer operates through his own channel dis- 
tribution, his problem accurately fixing territory merely one 
cost and control. The problem salesmen’s expenses must 
determined relation the ratio expense margin 
products sold. Every firm should know approximately how many 
calls per day one its salesmen can make. Ideally, enough sales- 
men should assigned state area serve all the profit- 
able outlets. Sometimes budget limitations will not permit the em- 
ployment enough salesmen for given area. such cases the 


this expression meant area served center trade which 
community habit has established such. 
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best practice drop the less desirable outlets. Naturally, the 
number outlets any one salesman can serve will vary with the 
size the outlet, the mileage involved, and the cost moving 
the product. The whole situation must remain flexible. business 
increasing and more salesmen are employed, the smaller outlets 
will more adequately served. the other hand, when the vol- 
ume sales shrinking, the problem the sales manager becomes 
that determining when abandon given outlet. 

establishing territorial boundaries, the salesmen’s interests 
should given proper consideration. Equitable opportunity for 
among salesmen must maintained the organization 
have good morale. For this purpose monthly contests, with 
proper allowances for the less productive districts, have been used, 
with greater less success, stimulate enthusiasm and increase 
sales volume. 

general statement can safely made concerning rules for 
fixing the boundaries any given territory. reasonable 
assume, however, that this problem can solved each industry 
its sales manager makes serious effort control cost and 
discover better selling procedures. the following list reasons 
for fixing sales territories, the major factors consideration ap- 
pear the order their importance and use: 


Control distribution. 

The trading area. 

Population. 

Determination effectiveness the sales representa- 
tive. 
Equitable earnings among salesmen. 
More productivity for assigned territory. 
Conservation working time. 
Lowering transportation cost—auto allowance. 
Intelligent setting quotas. 
Permitting more time spent merchandising 

after the sale has been made. 

Competition for prizes and special awards. 

Concentration advertising and merchandising the 
most effective manner. 

Avoiding conflict between distributor branches and 
wholesalers. 

Preventing overlapping where two more men may 
call the same customer. 

Freight rates. 
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TABLE NO. 


Reasons Given for Accurately Fixing Sales Territories* 


percentages) 


Control Distribution 
Effective Exploitation Trading Area 
Adjustment Shifts Population 
Promotion Salesmen’s Efficiency 
Concentration Merchandising, Advertising 
Prevention Distribution Conflicts 
Prevention Overlapping Accounts 
Reduction Freight and Other Charges 


*Data derived from the survey questionnaire. 


THE Errors THat You MAKE THE 
ALLOCATION SALES TERRITORIES 


One the major problems sales manager that planning 
sales territory that salesman may, without working overtime, 
call maximum number customers and prospects. Inattention 
this subject often leads the failure salesmen and, conse- 
quently, the loss business. lay down exact rules for the 
guidance sales manager dealing with this problem in- 
advisable for two principal reasons. First all, manufacturers 
competing products use different channels distribution, and for 
that reason decision applicable one situation would inap- 
propriate another. the second place, competing manufacturers 
use different sales procedures, and thus make rules that are work- 
able one area but unworkable another. decision for one 
product that based population and purchasing power may 
work admirably one community. Local customs and local buy- 
ing habits, however, might make such decision for another area 
totally undesirable. like manner, the failure recognize and 
consider the true meaning market—the people who patronize 
and their purchasing power—is common error and one that 
works the disadvantage both the salesman and the firm that 
represents. Such error might result from faulty market data, 
from incomplete information other kinds, from failure 
recognize maximum effective operating range distribution. 

Another error that commonly made allocating sales terri- 
tories the assignment too large area salesman, dis- 
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tributor, wholesaler, branch. Such persons firms usually 
ask for larger territories than they can serve adequately. Coverage 
should determined achieve maximum efficiency. the 
area too large too small, this object can not accomplished. 
Naturally, the sale any given brand goods favorably in- 
fluenced the amount sales effort territory. the vendor 
has too much territory serve properly, usually does not see 
his prospects often enough. wholesaler branch manager 
having too much territory simply can not build friendly rela- 
tions with retailers, give good service them, provide 
effective advertising coverage. 


TABLE NO. 


Errors Commonly Made Territorial Allocation* 


percentages) 


Territory too Large 
Did not Answer the Question 
Territory too Small 
Improper Judgment Sales Potential 
Poor Routing and Trucking 
High Traffic Cost 
Type Population and Buying Habits 


*Data derived from the survey questionnaire. 


THE Basis You For SPLITTING 


The task dividing territories constant problem, because 
territorial boundaries are subject revision accordance with 
market conditions, performance outlets, overhead, and, recent 
years, population shifts. Naturally, the primary aim any selling 
organization increase its volume sales. analysis proves 
that the sales potential present but not attained, sales manager 
usually should split territory. survey shows that, when such 
action taken, cases where large sales can expected, in- 
creases run high fifty per cent, with cost ratio decreasing. 

product marketed one that depends upon population 
the controlling factor, any shift population must carefully 
analyzed. established fact that organizations that sell 
large volume and low-unit cost have not been able operate 
area where population not concentrated. 
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Territories assigned individual salesmen are always subject 
changes. Such territories must analyzed regularly that, 
insofar possible, they may kept line with changing condi- 
tions. Many firms depend salesmen and field managers for data 
local conditions and use their recommendations determine 
whether not changes are necessary. should recognized, 
however, that even the best salesmen the world will occasionally 
find prospective buyer whom can make sale. Since some 
clashes personality are unavoidable, probably better not 
transfer good salesman but let him stay where and con- 
centrate his efforts the customers and the prospects whom 
does not repel. 

survey reveals that many corporations assign territories 
county units multiples thereof. Trading-area units are much bet- 
ter. Many situations exist where one salesman may have account 
city within territory assigned another salesman, condi- 
tion which, course, not desirable from the standpoint the 
scientific assignment territories. Here again there may many 
practical reasons why this should originally have been done, and 
such arrangements can rectified only after great deal time 
and study. general, assigning territory according state 
borders undesirable, the trading-area arrangement being more 
scientific. 

product marketed through wholesale distributors, many 
territories are likely overlap one another. When this happens, 
the trading area should split. The reason for such splitting 
the rise conflicts caused overlapping areas served com- 
peting distributors. When the area divided, the business should 
equitably distributed. The practice splitting territory 
preferable that appointing sub-jobbers. the market large 
enough accommodate more than one distributor, then should 
split, and each distributor should given complete control 
his sales organization. 


sound reason for changing territory would the need 
employ additional salesmen because the introduction new 
products because the desire push specialty beyond the 
capability the existing sales force. The progressive firm will 
introduce new products compelled competition so. More- 
over, may profitable for company introduce new product 
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order utilize raw material has acquired cut its unit- 
production cost. new product can reduce unit cost and absorb 
more than its just proportion distribution cost, would seem 
wise introduce and adjust the territory accordingly. 

appears that set pattern for splitting territories satis- 
factory. Ordinarily, increased volume sales the main reason 
for splitting, but not always. general, can say that the ques- 
tion splitting not splitting any territory completely de- 
pendent upon the sales manager’s conception the job has do. 


Wuat THE Factors You DETERMINE THE 


Many factors should considered determining the size 
territory. There natural tendency expand territory manned 
highly effective sales personnel, and, conversely, there like 
tendency reduce the size territories which are not highly pro- 
ductive under existing conditions. Any change sales territory 
must determined equitably giving consideration its poten- 
tial and its size from the standpoint industrial output. Nat- 
urally, highly congested industrial area sales territory would 
geographically small. {ts size would determined its ability 
provide comfortable living for the personnel serving it. 
the same token, sparsely settled area would larger. 

Quite often the size sales territory determined the cost 
obtaining given volume business. sales manager must de- 
termine how many men are needed make given number calls 
per day, well the volume business necessary pay their 
salaries, their personal expenses, and their traveling expenses, and 
still leave reasonable profit for the company. 

Territories for the selling ethical pharmaceuticals are in- 
variably established the basis data collected salesmen 
these products. Contrary common assumption, markets for 
such products are not determined accordance with the distribu- 
tion doctors. fact well known that some more 
pharmaceuticals are consumed per doctor than others. For this 
reason, sensitive market evaluation required for ethical phar- 
maceuticals. common practice introduce such products into 
experimental areas which the sales force has been temporarily 
enlarged. When sales manager has determined the requisite num- 
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ber salesmen cover proposed territory, simple matter 
for him apportion them among the districts such area. This 
should done such manner that the salesmen concerned will 
each have the same potential, however much their districts may 
vary size. 

basic fact that determines the size territory some firms 
the cost transportation. the freight rates are very high, this 
single factor can limit the size the operation. This point 
brought out most clearly connection with the operations com- 
panies situated Canada. High freight rates compel Canadian 
distributors limit their operations the United States trading 
areas like New York, Philadelphia, Chicago. only places 
where the volume sales very large that their transportation 
costs can absorbed allow them profit. 


Another factor determining the size territories the sales 
potential dollars. For example, salesman may have his 
territory city such Philadelphia. the other hand, sales- 
man handling the same line may cover California, Arizona, Nevada, 
and New Mexico. the sale ethical drug products, certain 
company keeps the assignments down that salesman has only 
from five hundred six hundred drug stores call upon. Conse- 
quently, can get around see all his customers least once 
every three months. These salesmen call wholesalers, chain 
buyers, and miscellaneous jobbers. New York City nine sales- 
men cover the area, whereas the area comprising Minnesota, 
North Dakota, South Dakota, Nebraska, Kansas, and Colorado, 
only six salesmen are employed. New York City more money 
spent radio and other local advertising than all the six above- 
mentioned states. The expense traveling and the cost dealing 
with only few stores make operating costs limiting factor 
large number the sparsely populated states. 

order ascertain the proper size sales territory, the 
particular product concerned and the margin profit desired 
should carefully considered. the expected margin profit 
large, the anticipated cost distribution can increased but, 
the expected margin profit low, the anticipated cost distribu- 
tion must correspondingly low. Hence the size the territory 
must carefully considered. 

summarize: survey has shown that the most important 
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factors considered determining the size sales territory 
are, general, the following ones: 


Trading area. 
Potential dollar value. 
Population. 
Income per capita. 
High cost operating. 
Sales salaries. 
Traveling expense. 
Transportation. 
Geographical location. 
Freight rates. 
Personalities. 
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CONCLUSION 


This study has shown that the sales manager today must 
streamline his plans expects succeed. Selective distribution 
compelling him use scientific methods allocating his sales 
territories. Fifteen years ago the trading-area system for sales con- 
trol was unknown. Sales managers were then using commercial 
maps that were valueless for distinguishing the good markets from 
the poor markets. During the last decade and half, however, much 
study has been made the problem selecting markets. using 
the knowledge thus gained, present-day manufacturer whole- 
saler can easily and quickly adjust his territories assure profit- 
able selling. 

This study has further shown that some form research 
being used least ninety per cent the firms consulted. 
true that some their analyses are elementary. Nevertheless, the 
force competition and the shifting population are compelling 
them make adjustments their territorial locations and bound- 
aries. For fixing territories, state and county lines, have seen, 
are now obsolete. The county line still used few industries, 
but these industries are ordinarily allied with the trading area. 


Furthermore, this study has taught that new era dis- 
tribution already upon us. The day has passed when sales man- 
ager could send his salesmen particular county state and 
expect their business confined. Today the sales manager 
must learn the sales potential given territory and organize his 
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sales force accordance with such knowledge. his company 
progressive, will develop effectively profitable areas. 
must exploit its sales territories the uttermost. 


From this study have also learned that the amount re- 
search needed for the proper assignment territorial boundaries 
will determined the type product sold. When the 
cost production unit small, the need for using scientific 
methods slight. such circumstances the character the product 
will the basis allocation. the other hand, manufacturers 
products whose sale affected population changes must keep 
their products the most densely populated areas. Some firms 
manufacture products the sale which heavily affected trans- 
portation costs, and other firms manufacture goods whose mer- 
chandising equally affected the cost selling them. 

Finally, this study has provided considerable information show- 
ing how present-day operating firms allocate, reorganize, and ad- 
minister their sales territories. Most the firms consulted readily 
admit that they have made numerous mistakes allocating their 
territories. Most sales managers affirm that the mistake they make 
most often that making their territories too large. Poor judg- 
ment sales potential also persistent cause errors 
allocation. The problem dividing territories, moreover, 
continuing one, and such divisions can properly made only 
the bases accurate knowledge market conditions, overhead, 
and population. Following the natural chain distribution the 
proper procedure for dividing territories increase both 
volume business and profits from sales. truism, course, 
that assignments salesmen are always subject change, just 
also truism that territories must analyzed regularly 
that the changing conditions within each territory may con- 
tinuously and accurately known. Every progressive firm will intro- 
duce new products whenever profitable for so, and will 
adjust its sales procedures the conditions prevailing currently 
within each territory. 

The physical area territory, have seen, matter 
little importance. general, the size territory determined 
the estimated cost obtaining given volume business. In- 
cluded such estimates are the important items transportation, 
salesmen’s expenses, sales potential dollars, and margin profit. 
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The success the failure given sales territory will depend 
largely upon the ability sales manager determine accurately 
the cost operation before territory assigned salesmen. 
This problem, well the other problems arising from the crea- 
tion and the administration sales territories, means 
problem solution for sales manager who has 
creative imagination and who possesses the requisite skill for apply- 
ing his solution the methods science that have been devised 
recent years. 
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THE BOKE KERUYNGE 


Assistant Professor English 
Bucknell University 


Boke Kerwynge, anonymous fifteenth-century Eng- 

lish prose courtesy book directions servants, has been 
well known modern readers since 1868, when Frederick 
Furnivall edited for the Early English Text Society the text 
hundred years have passed since this pioneer scholar the field 
early English literature published this work with explanatory 
notes and glossary, fitting that re-examined the light 
several texts that were not known Furnivall. 


The Boke Keruynge preserved one late fifteenth-century 
manuscript and unique copies five different printed editions 
dating from the early sixteenth the early seventeenth century. 
These six copies the text are described chronological order 
below. 


Peniarth MS. 394D (ff. This large folio manu- 
script the latter half the fifteenth century now the 
National Library Wales Aberystwyth. Twenty-six pages, 
written large hand that easily readable but not very neat, 
are devoted good book off kerwynge And seruis vnto prince 
eny Estat shalle find her aftur Accordinge. This 
text form only slightly abbreviated relation those 
the printed books, and differs chiefly spellings. This manuscript 
copy apparently little known, and has never been published. 


Wynkyn Worde, 1508. This small quarto volume, now 


Furnivall, ed., Early English Meals and Manners, Early 
English Text Society, O.S. (London, 1868), pp. 151-172. References 
this volume are hereafter abbreviated EETS 32. This work has been re- 
printed several times under different titles, Meals and Manners Olden 
Times, Manners and Meals Olden Times, and The Babees Book; but 
not all printings note revisions the text and changes the order the 
selections. The printing 1904 has been used preparing this paper. 

The character thorn the MS. here printed th. 
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the University Library, Cambridge, was printed Wynkyn 
Worde 1508 and made two three sheets 
each and totals twenty-four pages. printed Worde’s char- 
acteristic black-letter and, keeping with his usual practice, 
Worde consistently uses the diagonal for all punctuation except 
occasional period marking full stop. other early printed 
books, catchwords are not employed and signatures not appear 
every sheet. The text this book has not been issued 
modern edition, but Walter Skeat collated with that 
1513 edition edited 

Wynkyn Worde, 1513. Printed Worde 1513, this 
quarto consists two gatherings three sheets each, total- 
ing twenty-four pages. Since this book coincides practically word 
for word and line for line with the earlier edition, little more 
than reprint whose type was set from copy the first edi- 
tion. The first edition rarely employs contractions abbrevia- 
tions, but the second uses them with great frequency. Otherwise, 
the differences between the two editions are mainly negligible dif- 
ferences spelling. This text preserved the British Museum 
and has been edited Frederick 

Abraham Veale, n.d. undated edition The Boke 
Keruynge was printed Abraham Veale, member the 
Drapers’ Company but not the Stationers.’ managed 
remain business printer, publisher, and bookseller from 
1548 1586 spite frequent difficulties with the Stationers’ 
Company. Veale’s edition The Boke Keruynge small 
quarto three gatherings four sheets each, totaling forty-eight 
pages; and printed black-letter type with headings 
Roman type. Following the custom the day, Veale employed 
catchwords and placed signatures each sheet. indulged 
the not unknown, but not common, practice placing signature 
the first page the second half each gathering. Although the 
text closely follows that Worde’s books, introduces few 
striking differences wording. Moreover, the printed pages 


*Gatherings are also called “signatures” “quires.” All these words 


have other and commonly known meanings and connotations that make 
them not entirely satisfactory bibliographical terms. “Gathering” has 
been settled upon the word that may used with the greatest clarity 
this paper. 

*EETS 32, pp. 


32, pp. 151-172. 
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not coincide with Worde’s, the spelling and punctuation are 
closer modern usage, and the diagonal supplanted the 
comma. This text has not been published modern edition. 


Edward 1613. This book -vas printed for Sara White, 
bookseller, who continued the business her husband, Edward, 
after his death 1612. Preserved the British Museum, this 
edition small octavo two gatherings four sheets each 
and one two sheets, totaling forty pages. does not coincide 
pages with any the earlier editions. Black-letter type used for 
the text, and Roman type for the headings. Punctuation rela- 
tively modern, commas and periods being used and catch- 
words and signatures are used according the practices the 
day. The outstanding feature this and Allde’s later printing 
the addition four short sections text not appearing any 
other edition. These contain two recipes for marchpane, con- 
fection almond paste and sugar popular the sixteenth century 
and not unknown today, and two recipes for hippocras, highly 
spiced wine, that differ wording and form from the one the 
text itself. Neither Allde’s editions has been published mod- 
ern times. 


Edward Allde, n.d. This little book, now the Bodleian 
Library, Oxford, nearly facsimile Allde’s 1613 edition 
one finds similar cases among early printed books. The only 
differences worthy note are spelling and punctuation, and 
these merely mark the approach toward modern usage. This un- 
dated book was printed Allde for Edward White. Since both 
Sara White’s husband and son were named Edward and both were 
booksellers, reasonable assume the basis the more 
modern spelling and punctuation that this edition later than the 
one 1613 and that was prepared for the son Edward White, 
who remained business until 1624. 

comparison the title pages all these five editions reflects 
practices that changed with the times. the fashion the manu- 
scripts, 1508 edition bears the title Here begynneth 
the boke kerwynge, while the 1513 edition has the simpler title 
The boke keruynge. Both title pages, however, contain the same 
woodcut. This rectangular picture king dinner with 
gentleman and two ladies. servant holding dish stands the 
left, jester kneels before the king, and two men are seated 
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smaller table below the royal The title page Veale’s book 
has the The Booke Carwyng the upper part, conven- 
tional device leaves and bird the center, and the imprint 
the bottom. The title pages Allde’s editions bear the lengthy 
descriptive title that appears the Peniarth MS. and that 
Worde and Veale had placed the top the first page text: 
The/ Boke/ and/ Sewing:/ And all the Feastes 
the/ yeere, for the seruice Prince or/ any other estate, 
yee shall finde/ each Office, the seruice accor-/ding this booke 
fol-/lowing and the imprint appears below small stylized device. 

the printing the earliest books was customary for the 
printer give publication data the colophon the end the 
volume. Wynkyn Worde’s colophons are short and business- 
like: “Enprynted Wynkyn Worde London Fletestrete 
the sygne the sonne. The yere our lorde (god) .M.CCCCC. 
viij. (.M.CCCCC.xiij.).” later time off-prints the title page 
were posted advertisements, and became customary elimi- 
nate the colophon and transfer the information contained 
the imprint the title page. Hence, Veale’s imprint reads, “Im- 
printed at/ London, Abraham Veale/ dwelling Poules 
Churchyarde,/ the signe the Lambe.” Often the name 
the bookseller was added the data the imprint, Allde’s 
books: “London/ Printed Edw. Allde for Sara/ White, and 
are solde the little/ North doore Paules, the/ 
Signe the Gunne,/ 1613.” later edition bears the iden- 
tical imprint, except that the name Edward White substituted 
for that Sara and the date omitted. 

The five extant printed copies The Boke are all 
piece. They all contain the same text, but there seems 
direct relation among the works the three printers. All edi- 
tions include comparatively small number typographical 
errors, but none contains passage corrupt that cannot 
emended reference the others. 

The household represented The Boke Keruynge one 
respectable social standing and considerable wealth. not, how- 
ever, grand the one referred The Boke Nurture 


Edward Hodnett, English Woodcuts, 1480-1535 (London, 1935). 
Hodnett identifies this cut no. 1111 and reproduces figure 105. 
Worde also used this cut for his printings King Ponthus (1511) and 
Olyuer Castylle (1518). 
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John who had been usher and marshal for Humphrey, 
Duke Gloucester (d. 1447), nor does approach the great 
establishment implied the large number both indoor and out- 
door servants mentioned the anonymous The Boke Curtasye 
(c. 1460).* Nevertheless, while applicable more modest house- 
hold, The Boke contains valuable information 
number details social practice and etiquette unobtainable 
elsewhere. 

The Boke Kerwynge opens with the popular list “Termes 
Keruer,” which included several Middle English manu- 
scripts and early printed books dealing with courtesy. This 
glossary terms applied the carving various kinds game, 
birds, and fish. Here, for instance, learn that earlier day 
was considered proper say, that dere,” “spoyle that 
henne,” and “splaye that rather than simply carve the 
deer, hen, bream. 

Directions the butler and panter, whose duties may com- 
bined single servant small household, are detailed and 
specific regarding those topics touched upon. The butler told 
that should have three knives the pantry: “one knyfe 
square trenchoure loues/ other chyppere/ the thyrde 
shall sharpe make smothe must serve his 
lord hot bread, but day-old bread served all others the 
great hall. Three-day-old bread given the servants, and 
four-day-old bread used making trenchers. Trenchers took 
the place plates, and before they were made wood they 
were made stale coarse bread. The butler advised see that 
the salt white and dry. use ivory two inches 
broad and three inches long place the salt the cellar and 
smooth down that the lid the cellar will not touch it. 
keep the clean tablecloths and napkins folded neatly 
chest hung rods. Directions for broaching pipe wine are 
given; and the butler advised keep varied store fruits, 
nuts, and cheeses hand for desserts and for collations between 


32, pp. 1-83. 

SEETS 32, pp. 177-205. 

“OF Lat. planare, make smooth. The NED cites this refer- 
ence alone illustrating planer referring instrument for smoothing 
the surface salt for the table. 
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meals and before bedtime. warned specifically against serv- 
ing “suche metes wyll set your tethe and several 
remedies for indigestion are suggested. further told check 
his wines each night make sure that none fermenting, and 
given list the more common wines well recipe for 
making hippocras. 

Included are detailed instructions how spread the table- 
cloth, for this appears have been complicated procedure 
the Middle Ages that involved laying the cloth and doubled towel 
pleated fashion. Further instructions touch such subjects 
laying the wrapping the lord’s hot bread cloth, 
preparing water and towels the ewry that the guests might 
wash their hands the table both before and after eating, and 
serving the dishes. All these directions emphasize the fact that the 
French had developed highly refined code manners and eti- 
quette early the Middle Ages and that these niceties social 
behavior had been brought England after the Conquest. 

Brief directions are addressed the sewer, whose duty was 
serve the dishes under the supervision the butler. Following 
listing the dishes the order which they were served, 
directions are given the carver, who carved all the flesh, fish, 
and fowl. first told, interesting note, “your handes 
muste hold the knife with only two fingers 
and thumb, letting the handle rest the palm his hand. 
take care not spill crumbs from the platter; and must 
serve only the choice cuts, avoiding such unappetizing things 
fat, sinew, skin, heads, feet, and feathers. When his service 
done, remove his platter and retire that the sewer may 
serve the guests. Details follow for the accepted way carve each 
long list birds, game, and fish and for the service 
variety dishes. Sauces and gravies appropriate many kinds 
meats are named, and seasonings are recommended. 

The Boke Kerwynge then considers the service the feasts 
during the various seasons the year: the feasts from Easter 
Whitsunday, from Whitsunday Day, from the 


32, pp. 152-153. 
Knives and spoons were used England the Middle Ages, but forks 
were not introduced until the seventeenth century. 
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feast St. John the Baptist Michaelmas, and from Michaelmas 
Christmas. 

The sections the book devoted these periods include what 
practically amounts series annotated menus. Many the 
foods and beverages recommended are familiar; but many are 
strange, and few cannot identified. Among the best-liked 
wines the Middle Ages were claret, osey, caprik, Rhenish, 
malmsey, and muscatel. Beef, pork, mutton, veal, and lamb were 
standard meats; but game such venison and rabbit was served 
often. Domestic birds such chicken, capon, goose, swan, and 
peacock and wild birds such pheasant, partridge, heron, egret, 
thrush, and plover were readily available. Trout, bass, sturgeon, 
halibut, perch, salmon, and other familiar fish were 
while oysters, crabs, and whelks were only slightly less so. Fruits 
were plentiful, and they were served often. Among the most 
popular were apples, pears, plums, damsons, cherries, grapes, 
dates, figs, raisins, and various berries. Vegetables, however, were 
more difficult obtain, especially the winter months; and 
specific attention given them The Boke Keruynge. 

Medieval dishes under the general term pottages included 
variety vegetable stews. While worts was general word applied 
plants, was also the name vegetable stew that may may 
not have contained meat. Joutes were soups made chiefly vege- 
tables, and browis was the broth which beef and vegetables had 
been boiled and which sometimes was thickened with bread 
meal. Several kinds fritters are named The Boke Keruynge, 
but these have not been positively identified. addition, refer- 
ences are made such meat dishes malmeny, chewets, and char- 
lets and such cheese and egg dishes flawns and jussels. 

Quaint details the preparation and service foods con- 
tinually appear The Boke Kerwynge. for capon, for ex- 
ample, “whan rosted, thou must caste salte, with wyne 
with ale/ take the capon the legges, caste the 
sauce, breke carve] hym out, laye hym dysshe 
sholde 

What strikes today somewhat naive contained com- 
ments the cleanliness river birds opposed the uncleanli- 
ness land birds. skynne all maner cloven foted fowles 


32, 163. 
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vnholsome/ the skynne all maner hole foted fowles ben 
holsome for eten. Also wete well that all maner hole foted 
fowles that haue theyr lyuyng vpon the water, theyr skynnes ben 
holsome clene, for clenes the water/ fysshe, 
theyr lyuynge. And that they ete ony stynkynge thynge, 
made clene with the water that all the clene gone 
away frome it. And the capon, henne, chekyn, ben 
not clene, for the[y] ete foule thynges the strete/ therfore 
the skynnes ben not holsome/ not theyr kynde 
nature] entre the ryuer make theyr mete voyde the 

section The Boke directed the chamber- 
lain, who was the chief attendant the lord’s bedchamber. 
helped his master dress the morning and undress and pre- 
pare for bed night. addition, was charged with keeping 
his master’s clothes good condition and with making his bed 
and keeping order his chamber and his church pew. The cham- 
berlain’s day was long one and ended only when had seen 
his lord comfortable bed and had fulfilled his last duties: “than 
dryue out dogge catte, loke there basyn and vrynall set 
nere your souerayne/ than your leue manerly that your 
souerayne may take his rest 

The Boke Keruynge concludes with section directed the 
marshal and the usher, whose duties required them know the 
order precedence clerical, political, and social ranks from the 
pope, who “hath pere,” down the groom, when acted 
the king’s messenger. 

Thus, see that The Boke Keruynge something mis- 
cellany that served practical purpose the fifteenth and six- 
teenth centuries, and even into the seventeenth. addition, how- 
ever, today also has literary interests that its first modern 
editor was unaware and that properly deserve known. 

Furnivall noted the similarity phrasing that exists between 
The Boke Keruynge and certain passages John Russell’s The 
Boke Russell’s work, written probably little after 


The abbreviated form over Worde’s text here written the 
without further note. 

165. 

169. 
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1447, 1250 long uneven lines, generally iambic verse and 
usually seven eight accented syllables. The verse 
quatrains, with all four lines rhyming. The Boke 
much shorter than Russell’s poem; but those passages which 
the two treat the same subjects the former follows the latter sen- 
tence for sentence idea, and often identical phrases and clauses 
appear both works. the total twenty-six pages text 
Worde’s editions, all but approximately six are closely parallel 
passages Russell’s poem; and parts these six pages cover 
material used Russell, but the similarity treatment and ex- 
pression remote. The “Termes Keruer” and the feasts the 
seasons the year are the two large subjects The Boke 
Keruynge that are not considered Russell’s poem. The Boke 
Keruynge looks like condensation and paraphrase passages 
from Russell’s work that differs only turning the expression 
from rhythmic verse into less noticeably rhythmic prose. Furnivall, 
apparently assuming that Worde himself was the author 
The Boke Keruynge, said that, Worde was not “one 
the most barefaced plagiarists that ever lived,” had before him 
the same original that Russell had worked suggest 
that Worde was plagiarist unjustified, for was printer 
and not known that did any particular writing editing. 
Moreover, Furnivall did not know Veale’s and Allde’s editions; 
and was unaware the text The Boke the 
Peniarth MS., which earlier copy the work that Worde 
printed 1508 and 1513. The existence this manuscript con- 
firms the belief that the subject matter treated Russell and 
the author The Boke was not original with either 
and, indeed, Russell himself acknowledges the forewryter 
whose work had used making his can, therefore, 
said with great degree certainty that Worde himself did 
not write The Boke and that the material the book 
was not drawn directly from Russell’s poem, but that Russell and 
the author The Boke worked from one common 
source that now lost. 


Furnivall’s transcript Worde’s 1513 edition not alto- 
gether accurate. adapting the colophon his own title page, 


32, 
32, 83, 1243-1246. 
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overlooked proofreading error one hundred years 
the date printing. Without setting forth his principles editing, 
modernized the punctuation will; but chose retain the 
original certain passages. This naturally makes for inconsistency 
and confusion. For example, the reader who does not know that 
Worde’s punctuation reproduced the concluding section 
the order precedence harassed what appears 
illogical and incongruous usage. Furnivall’s notations the folio 
numbers are not always exact, and failed indicate the numbers 
several folios. Nevertheless, his treatment the text, while con- 
taining inaccuracies reading and spelling, such that the sense 
remains usually unimpaired. Although the general reader may con- 
sider these errors minor importance, the transcript cannot 
accepted flawless piece scholarship. 


Walter Skeat, another pioneer scholar English literature, 
collated Worde’s two texts for and his collation ac- 
companies Furnivall’s What Skeat said about these two edi- 
tions essentially true and accurate. They resemble each other 
closely that one practically facsimile the other. Neither copy 
entirely free from errors, but these are neither numerous nor 
important. Skeat’s list variations between the two editions, how- 
ever, far from complete and his statement, only variations 
are these,” simply not true. But many the differences have 
bearing the reading the text, for they involve minor matters 
spelling, punctuation, capitalization, and abbreviation. Skeat has 
cited enough examples variations illustrative their nature, 
and has also noted those differences that actually have some in- 
fluence the reading. While this not the place emend Skeat’s 
collation, appropriate place add two notes his work. 


Furnivall, without recourse other copies the text, emended 
corrupt passage the 1513 edition Worde read: “laye [six 
eight] trenchours/ lower degre [or] estate, laye 
fyue trenchours/ lower degre, foure trenchours/ 
other degre, thre Veale and Allde printed these 
lines that they make sense without emendation: “lay trenchers, 
and lower degree estate, lay fiue trenchers, and 
bee lower degree foure trenchers, and another degree 


32, pp. 
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three However, Skeat, without being aware the 
fact, had hand the best text all, the 1508 edition Worde, 
which reads: “laye trenchours before hym/ grete estate 
lay fyue trenchours/ lower degre foure trenchours/ 
other degre thre Skeat, nevertheless, was right 
commenting that something was wrong with the use the word 
five the 1513 edition and that the repetition lower degree in- 
volved printing error. The typesetter had made the common mis- 
take “picking up” the phrase and lower degree from 
one line and repeating adjacent line. Now, both Worde’s 
typesetter’s error and Furnivall’s emendations stand revealed. 

Skeat’s explanation marginal note concerning the ranks 
personages the church, which written longhand the 1508 
edition should corrected here. What not cut 
off trimming the edge the page and what remains readable 
actually “Down lower,” not “lower down.” Lines are drawn 
from these words the left margin the lines the text mention- 
ing the titles certain members the pope, cardinal, arch- 
bishop, and abbot with mitre; and “The estate Pope hath 
pere” struck through. This seems indicate those members 
the clergy whose positions later reader the book would have 
lowered. does not appear suggest, Skeat says, the position 
which they should lowered. Mr. Skeat would interested 
could know that the texts printed Veale and Allde eliminate 
the four clerical ranks named above and leave the bishop the 
highest ranking member the clergy. His position, however, 
dropped two places follow those the marquis and the earl; 
but the other and lesser clergy remain their original positions. 
Thus, the earlier statement that “Bysshoppes, Marques, Erles, 
Vycountes all these may syt two revised read, 
“marques, erles, bishops and vicounts all these may sit 
This, then, mav considered note minor action the 
Reformation. 

Even brief description The Boke Keruynge has been 
made here indicates that the work has attractions for the general 
reader well for the specialized scholar. The Boke 


Quoted from Allde’s 1613 ed., B.i.b. 

Quoted from Worde’s 1508 ed., A.vi.b. 
32, 

Quoted from Veale’s ed., C.vii. 
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interesting the general reader not only because old and 
quaint but also because gives insight into neglected aspect 
social history. Reading the book emphasizes the fact that the 
later Middle Ages was not uncouth period popularly 
thought have been. Furthermore, makes clear that etiquette 
and manners that day were not rude and rough com- 
monly believed, but that they were highly polished nature even 
when compared with present-day standards. 
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ARLY the summer 1950 the arena stage was introduced 

Broadway and was enthusiastically received into the select so- 
ciety the professional theater. This reception was tantamount 
belated legitimization stage form through the union 
art and big business, the combination which seems form the 
basic family unit the Broadway theater. Though not 
purpose trace the genetic results this union the new off- 
spring, the very fact the marriage ars oeconomia points 
possible source the dilemma which besets both the practitioners 
and the audience central staging. This dilemma may stated 
bluntly: the arena stage esthetically valid medium, 
merely polished and profitable sort parlor game? New York 
theater critics always sound both notes; while writing glowing 
terms “informality and intimacy” and more dynamic audience- 
“identification” the drama, they never fail mention the great 
practical advantage this “low-cost technique” these days 
nearly prohibitive cost conventional theatrical presentation. 
Brooks Atkinson, writing about Margo Jones’ “theatre-in-the- 
round” Dallas, seemed have the dilemma mind when 
remarked, “With less professionalism the acting and staging, 
this device could easily degenerate into something precious 
artistically 

Another practical consideration undoubtedly has some bearing 
the present interest central staging. The professional theater 
found formidable rival the motion-picture industry—formidable 
because the movies have advantage that not shared the 
conventional proscenium stage. 


addition movement images, persons and scene 
elements, the films possess one other movement, that 
the spectator. Whereas the theatre you are riveted 
one place and see the stage from one angle, the movie 


Atkinson, “Theatre Dallas,’ New York Times, XCVI, August 
10, 1947. 
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house you move with the camera. this vicarious 
movement lies, perhaps, one explanation why sit 
for two hours movie house without tiring, while 
demand intermission the theatre. Since the stage 
obviously cannot offer this movement, should strive 
for stage form which, through the action light and 
people, takes many more aspects than that the 
usual stage 


The arena style presentation thought just such stage 
form. Before continue with the question its artistic value, 
however, let examine the physical characteristics the arena 
stage order see how “takes many more aspects than 
that the usual stage show.” 

The arena stage essentially acting area open all sides 
the audience. Its size not matter primary importance, 
long small enough suggest intimacy; the dimensions 
the Hotel Edison stage New York are fourteen eighteen 
feet. Its shape also may vary. Square, rectangular, circular, and 
oval shapes have been used, but the general consensus that the 
oval area the best. Moreover, the area usually clearly defined 
various means have been used effectively for this purpose. Some 
companies demarcate the playing area using scenic devices ap- 
propriate the play being The King-Coit Children’s 
Theatre, for example, when staged The Rose and the Ring, used 
low white iron fence and tent-like roof mark out the play- 
ing area. Other groups have successfully bounded their “stages” 
lines painted the floor, special floor-coverings, rais- 
ing the acting area few inches. Still others use knee-high barriers 
plywood, some similar material, separate the audience from 
the acting area. One the university theaters has even devised 
transparent “wall” stand between the audience and the actors. 

The audience seated rows bordering immediately upon the 
periphery the acting area. According the above-mentioned 
principle intimacy, these rows are rarely more than six deep; 
usually they number three five rows all the way around. Opinion 
divided the best way seat the audience. The simplest means, 
course, system staggered rows the same level with 
the area. Some practitioners central staging, however, 
maintain that seating the audience the “stage” level negates the 


Hallie Flanagan, Dynamo (New York, 1943), 61. 
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“psychical distance” necessary the proper esthetic attitude 
the spectator. They overcome this difficulty placing the eye-level 
the first row six eight feet above the stage and seating the 
other rows successively higher levels. The consideration 
psychical distance the arena theater one which must 
return later. The best arrangement the audience seems 
the one which places the first row spectators the stage-level 
few feet from the boundaries the acting area, and which elevates 
each row thereafter successively higher. 

Experimentation has proved the worth false ceiling the 
same dimensions the acting area, suspended height ap- 
proximately fourteen feet above the stage. While this ceiling 
usually neutral color and design that will not attract the 
attention the audience, does serve the twofold purpose de- 
fining more clearly the space limits the stage and masking 
the lighting from the eyes the audience. The problem lighting 
the arena has been knotty one. Concentrating the light within the 
acting area, rather than letting illuminate the audience well 
the actors, and controlling the light for desired scenic effects are 
problems which present unique difficulties, because the action 
normally must lighted equally from all sides. solve this 
problem for Margo Jones’ theater, Mielziner designed false 
ceiling the shape hood dome help focus the lighting 
and conceal the source illumination from the audience. 

can readily seen that the physical characteristics the 
arena stage obviate much that take for granted the picture- 
frame stage—for examples: the act curtain, footlights, scenery, 
backdrops, and stage machinery. What left little more than 
the “action light and people.” While the lighting here serves, 
also does the proscenium stage, psychical distancing factor 
—that is, means creating the illusion that the action the 
play separated, removed, “estranged,” from the immediate en- 
vironment the spectator—it evident that, the arena, the 
action the people “takes many more aspects than that the 
usual stage show.” Because the unidirectional relationship 
audience actors the proscenium stage, elements the stage 
picture must grouped around three sides the focal point 
interest that the audience can look into the picture through the 
open fourth side. But the theater, since the audience sur- 
rounds the action, the interest radiates outward all directions 


t 
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from the focal point the center, like spokes from the hub 
wheel. The audience sees the action the play sculpturally, 
were. Nevertheless, the fact that for spectators group themselves 
around interesting action the natural arrangement does not 
mean that the arena stage without artifice convention. The 
arena audience eager see all aspects the action, get 
good look each the actors; and such anticipation dulls the 
effectiveness any static grouping the stage. Since time 
lost the projection voice and action, because the proximity 
the audience, the tempo the arena-stage production con- 
siderably increased over that the proscenium stage. This in- 
creased tempo and audience-expectation necessitates almost con- 
stant movement. Merely changing the stage picture directionally 
insufficient the action must revolved around the center the 
arena, which naturally the center interest. becomes ap- 
parent, then, that the arena stage study motion, excep- 
tionally fluid projection changing aspects. 

The advocates central staging maintain that the configurations 
human beings space and light are the only visual objectifica- 
tions necessary the expression values the presentation 
drama. this they would seem concur with the trend modern 
esthetics rely more heavily upon the creative activity the 
spectator’s imagination. These partisans also recognize the 
intimate relationship between audience and drama the arena 
theater immediacy which more urgently involves the spectator’s 
attention and imagination. their insistence upon the urgent im- 
mediacy, they would disagree with theories esthetic detachment 
and repose such advances; rather, they would in- 
cline toward Langfeld’s application Theodor Lipps’ 
the theory the esthetic attitude: “It has been shown that all 
perception—and esthetic experience certainly falls under that term 
—involves active participation the part the observer. This 
activity not only so-called mental activity such experienced 
imagination, but often one observable bodily 
Thus the esthetics the arena stage would more less aligned 
with Miss Puffer’s theory “the loss the sense personality” 


the unity work art [she writes] makes the 
system suggested energies which form the foreground 


Langfeld, The Aesthetic Attitude (New York, 1920), 52. Italics 
are mine. 
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That the house dark, the audience silent, and all motor 
impulses outside the esthetic circle stifled, is, too, only 
superficial, and, speak, negative condition. The 
real ground the possibility momentary self-an- 
nihilation lies the fact that all incitements motor im- 
those which belong the indissoluble ring 


the object been shut out the perfection 

unity which the esthetic object (here the drama) has 

been brought. The depth esthetic feeling lies not 

the worthy countryman who interrupts the play with cries 
for justice the villain, but him who creates the 
drama again with the poet, who lives over again himself 
each the thrills emotion passing before him, and 
loses himself their 


involve the attention and the imagination the spectator, 
invite and sustain the loss his sense personality pre- 
supposes the ability the object art maintain exceedingly 
delicate equilibrium. The spectator, however, must not become 
thoroughly involved that the response evoked from him will 
purely personal and “practical” response outside the frame 
reference the drama. Nor must thoroughly distracted 
anything about the drama the means presenting that 
would rendered unwilling suspend his disbelief. The first 
these unesthetic relationships Dr. Bullough defines too great 
decrease Distance; the second calls over-distanced. The 
delicate equilibrium which the object art must induce and sustain 

Bullough’s Distance,” “the utmost decrease 

Distance without its this esthetic concept 

which the cause greatest contention among the critics the 

technique arena staging. The detractors affirm that theatre-in- 

the-round incapable maintaining the necessary equilibrium 
“antinomy Distance.” They first construe Distance spatial 


” 


terms and point the frequent under-distancing effect the arena 
stage the spectator often intimidated the proximity scenes 
violence personally embarrassed the proximity in- 


‘Ethel Puffer, Psychology Beauty (1905), quoted Melvin 
Rader, Modern Book Esthetics (New York, 1935), 378. Italics are 
mine. 
Edward Bullough, “Psychical Distance Factor Art and Esthetic 
Principle,” quoted Melvin Rader, cit., 323. 
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tensely emotional scenes. And then, thinking Distance 
“psychical” and drawing tenuous analogy between the frame 
painting and the “frame” (the encircling audience) the arena, 
the detractors point the over-distancing effect the “frame” 
obtruding itself upon the consciousness the spectator; need 
shift his focus only slightly from the actors the rows skeptical 
faces, illuminated reflected light, directly across from him. 
because this propensity see-saw between insufficient Distance 
and excessive Distance that the opponents theatre-in-the-round 
declare that esthetically invalid medium, that oc- 
casionally ritual and occasionally cabaret entertainment, but cer- 
tainly not art. 


Those who employ central-staging technique have reacted 
such criticism two ways. One group has admitted degree 
truth the criticism, and, way compromise, has imposed 
certain limitations the use the arena, has made certain 
technical changes correct the fault. Recognizing the 
difficulty preventing the loss Distance because the proximity 
audience actor, this group bars from presentation the arena 
stage plays great physical violence and plays about emotionally 
embarrassing subjects (¢.g., plays containing sexual and anti- 
religious brief, plays which would tend 
touch off independent personal responses the audience. Further- 
more, this group limits the selection plays those whose setting 
either spatially temporally, both spatially and temporally, 
far removed from the contemporary scene; this means “re- 
moteness these middle-of-the-roaders hope counter- 
balance the under-distancing tendency the arena The 
great concern over the careful control lighting, concern which 
mentioned earlier, evidently attempt offset the swing 
the other direction, the over-distancing tendency. Few have gone 
far trying make the audience forget itself have Albert 
McCleery and the staff the Fordham University arena theater. 
McCleery tells that their technical director has devised “wall” 


is, course, doubt that, speaking generally, theatrical per- 
fermances ipso run special risk loss Distance owing the 
material presentment its subject-matter. The physical presence living 
human beings vehicles dramatic art difficulty which art has 
face the same way.” Bullough, cit., 328. 

™See Langfeld, cit., pp. 74-75. 
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scrim netting which stretched taut, from floor cciling, all 


the way around the acting area. 


the scrim, using water color dye, able paint 
simulated arches, wall paper, bricks, any other form 
decor customary traditional stages. Thus each member 
the audience, after the house lights are off and the act- 
ing area lights are on, looks through the wall nearest 
him, across the acting area where the lights fall the 
opposite wall, which becomes opaque him. The audience 
member the opposite side the oval merely reverses 
this sight procedure. The actor finds himself completely 
surrounded the scrim net, with the audience invisible.* 


The second way which the advocates arena staging have 
reacted the criticism that this stage form unable maintain 
the Distance” has been generally deny the validity 
this criticism. They point the fact that artistic medium 
fully capable, itself, establishing and maintaining the “proper” 
there will always some spectators, even the pro- 
scenium theater, witnessing adjudged masterpieces, who never 
achieve this equilibrium necessary the esthetic attitude. Indeed, 
Bullough indicates that the individual, especially the presence 
the drama, “tends under-distance rather than lose Distance 
becomes, then, the task the general 
theatrical milieu, apart from the actors, increase Distance 
effort offset the opposite tendency the spectator. 

During the early part this century, theatrical producers still 
were laboring mightily convince the audience the utter reality 
the stage fiction. The epitome this effort was, perhaps, David 
3elasco’s stage setting for his production The Lady 
1912; with great accuracy detail, Belasco reproduced Child’s 
restaurant the stage and introduced the odors cooking food. 
Naturally, the attention the audience was diverted from the actor 
and the play such emphasis detail, and the attitude 
the became one admiration for the mechanical 
facilities for deception. Recognizing this danger, theater estheticians 
have endeavored for the last three decades remove the sources 
artistic incongruities and once again focus attention the 
theater upon the play. Generally, they have tried this 


Albert McCleery, “The Next Step,” Theatre Arts XXXIII (March, 
1949), pp. 62-63. 
Bullough, cit., 324. 
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selecting only those few scenic elements absolutely necessary 
suggest the setting play, rather than recreate it. 

The arena stage, then, assert its partisans without reservations, 
the logical extension modern stage reforms. The arena theater 
disassociates human actions from their “real” surroundings, much 
Dante does the Divina Commedia, and presents them directly 
“seeing place” (the Greek theatron). Thus this form 
theatrical presentation assumes, more less, the proportions 
scientific observation of, let say, family rabbits under con- 
trolled conditions the With this theory mind, 
apparently could produce, the arena-style, any play which 
does not functionally demand big scenic elements the 
Romeo and Juliet). However, some producers shrug off even 
this last limitation. Margo Jones’ manner coping with just such 
problem should help define the peculiar quality productions 
the arena stage. 


When did Romeo and Juliet Theatre [she 
writes] could have built balcony one the en- 
trances, but the sight-lines for half our audiences would 
have been bad. Instead decided simple way out. 
Juliet appeared one entrance (which permanently 
raised three steps) with pin spot her. This was 
the balcony. Romeo was the other end the playing 
area, lighted another pin spot. This was the garden. 
When they saw each other and Romeo climbed the bal- 
cony, they moved toward one another and met pool 
light the center the playing area. This had now be- 
come the balcony, and the audience promptly accepted 


play produced this way dispenses with the moment-by-moment 
visualization the relation the human action bears its “natural” 
physical environment. spectators, are not concerned with 


respect this matter, interesting note the suitability 
theatre-in-the-round the so-called Epic Theater. “The decisive fact 
that chief feature the conventional theater absent from our scene 
the street: the creation illusion. Our demonstrator’s procedure is, essen- 
tially, repeat something. The incident has taken place, the repetition 
taking place. the theatrical scene follows the street scene this, the 
theater longer concealing the fact that theater, any more than 
the demonstration the streetcorner conceals the fact that demon- 
stration and pretends the real incident.” Bertolt Brecht, Model 
for Epic Theater,” Sewanee Review, LVII (1949), 427. This didactic, 
political theater, like the laboratory ‘experiment, represents “earnest 
future values.” 

Margo Jones, “Central Staging,” New York Times, July 16, 1950. 
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Romeo’s threading his way through the shadowy garden, cautious 
lest trip over hidden root and sprawl ignominiously before his 
lady love. Nor, few moments later, wonder whether not 
Romeo can climb the balcony without falling tearing his clothes 
nor, still worse, wonder how well the scenery constructed 
—will wobble and creak Romeo scales it? What important 
this scene the human coming together Romeo 
and Juliet.” The manner which the arena theater places this 
action before characterized quality frank make-believe. 
The proponents arena staging claim for this quality make- 
believe traditional theatrical significance which bound with 
the traditional significance the stage form itself. The better 
understand this claim must gain historical perspective the 
principles upon which the practice central staging 
remember that Greek tragedy and satyric drama were de- 
rived from the dithyramb, and comedy from the comus. The dithy- 
ramb and the comus, being entirely choral, were first danced 
the agora, market-place. During part the seventh century 
the audience stood, surrounding the circular orchestra, 
“dancing place”; later they were seated wooden bleachers. 
The reason generally given for moving the orchestra from the 
market-place the foot steep hill the fact that the hillside 
provided safer seating arrangement than had the old wooden 
bleachers, which eventually collapsed. However, there was nothing 
prevent the audience from completely filling the space surround- 
ing these circular “arenas” until, with the appearance the first 
actor during the sixth century, the Greeks felt necessary place 
skene temporary structure which first served dressing- 
room for the actor) off one side the orchestra. this 
point, what had been taking place these circular “theaters” were 
the dromena, religious rituals. Miss Harrison has 
pointed was with the infusion the heroic saga into the 


Bullough indicates the importance this traditional quality “make- 
“The history staging and dramaturgy closely bound with 
the evolution Distance, and its fluctuations lie the bottom not only 
the greater part all the talk and writing about ‘dramatic probability’ and 
the Aristotelian but also ‘theatrical Op. cit., 338. 
Italics are mine. 

Jane Ellen Harrison, Ancient Art and Ritual (New York, 1913), pp. 
124-169. interesting note that she relies upon Bullough’s concept 
“psychical distance” help explain the change attitude from that the 
participant the ritual that the spectator the theater. 
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old ritual forms and with the introduction the actor that drom- 
enon became drama, that ritual became art. After this, helped along 
the elaboration the skene and its gradual encroachment 
upon the orchestra, the Greek theater began assume the shape 
which usually recognize it: the acting area bordered halfway 
around the audience. should emphasized, then, that was 
the “theater ritual” which was most like today’s arena theater. 


The principle crowding the spectators around the actor, 
three sides least, persevered one form another through the 
ages until the late Restoration apron stage began shrink 
depth, and the actor began forced behind “picture frame.” 
these various forms, all similar many respects theatre-in- 
the-round, remember especially the performances, under im- 
provised conditions and without scenery, the commedia dell arte 
companies the town squares, and the English troupes the 
inn courtyards. also think the Elizabethan public playhouses 
and the very similar Chinese and Japanese theaters, all which 
contained constant, formal elements having little value 
representational scenery. Even the Restoration theaters the play 
was performed the apron stage, which extended far out beyond 
the proscenium arch into the audience the actors were seen against, 
rather than in, the scene depicted behind the proscenium. Further- 
more, scenery the Restoration theater was usually generalized— 
the same for almost every play. All these theaters, like the arena 
theater, operated successfully without recourse “realistic” stage 
also, they all provided for intimate contact between the 
actors and the audience. That the latter was recognized value, 
rather than simply accidental one, evident from Colley Cibber’s 
complaint occasioned the foreshortening the Drury Lane 
apron stage about 1696: usual Station the Actors, almost 
every Scene, was advanc’d least ten Foot nearer the Audience 
than they now can be, but when the Actors were possession 
that forwarder Space advance upon, the was then more 


The direct genealogy the arena stage apparently begins with 
Adolphe Appia’s plea for “theatrical” theater. his last books, 


Allardyce Nicoll, The Development the Theatre (New 
York, 1937), 172. 
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L’Oeuvre d’Art and Art Vivant Nature Morte, advances the 
theory that 


the new theatre should large bare empty room with- 
out stage auditorium. platform with steps leading 
it, the size and shape required the action the 
play, should placed therein where necessary, and the 
spectators should seated according the position 
the 


Realizing the influence Appia upon Edward Gordon Craig, and, 
turn, the influence both these men Max Reinhardt (about 
whom has been said, “Reinhardt accomplished what Gordon 
Craig dreamed of”), may safely assume that Reinhardt would 
the first experiment with this idea actual performance. His 
Zirkus productions bear out this assumption. 

Max Reinhardt startled the theatrical world when his production 
Sophocles’ Oedipus the King opened the amphitheater 
Schumann’s Circus November 1910, for initial run 
thirty 


The Berlin performance was followed similar per- 
formance Munich. Reinhardt’s success responsible 
for movement toward the establishment great na- 
tional German Theatre the Five Thou- 
sand.” Dramatic art (the leaders the movement 
think) will longer caviare the general takes 
the bold step from the close confines the stage the 
vast arena the 


the spring 1911, Reinhardt staged Oedipus the Colosseum 
London, and the fall that year repeated the Zirkus 
Schumann. Next came the Orestead, opening October 13, 1911, 
followed German version Everyman December 1911, 
also the Zirkus “In one instance the first perform- 
ance one his productions took place outside Germany (Das 


Norris Houghton, Moscow Rehearsals (New York, 1936), 


Horch, Die Spielpline Max Reinhardts, 1905-1930 
1930), 23. 

Drama’s Invasion the Amphitheater,” Current Literature, 

Horch, op. cit., 26. 
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Mirakel, December 23, 1911, London, Olympia Still 
later, April 30, 1914, Das Mirakel opened for run forty- 
six performances the Zirkus Busch 

Reinhardt’s experimentation with arena productions has been 
evaluated and interpreted different ways. Richard Ordynsky, 
who brought Reinhardt’s production the United 
States 1912, said interview, “His (Reinhardt’s) scheme 
appeal the imagination the audience strongly, pos- 
sible, that they will forget that they are playhouse and imagine 
that they are spectators real This statement somewhat 
misleading trying convince the audience that “they are spec- 
Arthur Kahane’s interpretation the Reinhardt 
ideal more explicit 


The chorus arises and moves the midst the audi- 
ences the characters meet each other among the specta- 
from all sides the hearer being impressed, that 
gradually becomes part the whole, and rapidly 
absorbed the action, member the chorus 
speak. This close contact (intimacy) the chief feature 
the new form the stage. makes the spectator 
part the action, secures his entire interest, and intensi- 
fies the effect upon 


quite another opinion Max Epstein, who more less 
the precursor today’s critics who would strictly limit the type 
play suitable arena presentation. Because this particular 
significance, take the liberty presenting his statement its 
entirety. 


The size the Circus was not the deciding factor 
the production certain works here; rather, the arena- 
form which the house has. Reinhardt sees the arena 
one the future forms the German National Theatre 
for which striving. The arena has advantage 
space which other theatre the same size can com- 
pensate for. That advantage the more intimate rela- 


32. 

Quoted “The Mesmeric Influence Reinhardt,” Current Literature, 
LII (1912), 337. 

=Quoted “Reinhardt’s Latest Gigantic Spectacle,” Opinion, 
LVII (August, 1914), 106. 
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tionship between stage and house after which Reinhardt 
incessantly strives and which could only approximate 
the Kammerspiele through the symbolic suggestion 
crowds who throng around and above the area where 
action being represented have not been separated from 
the place action; instead, perceiving that they are, 
were, the midst this place action, they feel 
themselves drawn into the midst the action. means 
this reciprocal action arises easily and naturally be- 
tween what the actor says and what the spectator experi- 
ences. The arena solidly united its spirit festivity 
and its great proportions the stage antiquity. 
However, unmistakably distinguished from the lat- 
ter. the Greek theatre the spectator was farther from 
the actor than our modern theatre. The cothurnus 
and the artificial, amplified voice estranged the actor from 
humankind and therefore permitted only treatment 
supermen, gods, and demi-gods. When Reinhardt first 
produced Sophocles’ Oedipus the King, the arena, 
there was certain body critical sentiment which held 
that the heroic stature and straightforward delineation 
action were peculiarly suited presentation our arena. 
involved plot, delicately and psychologically con- 
structed, would never able find suitable footing 
such place mass festivity. Therein lies the very great 
danger the arena, against which too much caution can- 
not taken. soon one seeks overcome masses 
through masses, must time succumb externality. 
the end, colossal pageantry and spectacular business 
become essential, and the sequence which begins with 
Sophocles’ Oedipus ends with Vollmoeller’s Das Mirakel. 
between lay the morality, Everyman, and the Orestead. 
would have been fatal Reinhardt had squandered his 
skill and his future this arena and had really con- 
vinced himself that one had choose between the picture 
frame stage and the arena. One must also consider 
that one can probably develop all sorts pageantry 
the arena, but that really plausible setting and the ease 
sceneshifting are way possible the true arena. 
Also, the best arrangement the arena permits only 


Such indictment the arena thoroughly justified Rein- 
hardt’s case. Though Epstein says that the size the theater “was 


Epstein, Max Reinhardt (Berlin, 1918), pp. 195-197. The English 
mine. 
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not the deciding factor the production certain works here,” 
was just this mass effect the “circus” audiences which 
prompted his charge “externality” and “pageantry.” When 
speaks the “intimate relationship,” all Reinhardt’s com- 
mentators, Epstein referring oniy the spatial arrangements 
the theater, not the size the audience. Knowing from his 
work regisseur the Kammerspiele that Reinhardt was aware 
the value relatively small audiences the spirit intimacy, 
wonder that did not combine the principle true intimacy 
with the principle surrounding the action the audience and 
thereby arrive the arena stage know today. The only 
answer this question is, course, Reinhardt’s compelling vision 
great mass Theatre the Five Thousand.” 


The Russians, notably Meierhold, Tairov, and Okhlopkov, were 
also influenced Appia’s idea the new theater. Meierhold, re- 
peating some Max Reinhardt’s earlier experiments, has mingled 
actors and audience ways which seem many have destroyed 
much the illusion and unity the theater. 


The most notable the Russians who have experimented with 
the arena stage Nikolai Okhlopkov, who became director the 
Moscow State Realistic Theatre 1932. This theater had opened 
1922 the Fourth Studio Stanislavski’s Moscow Art 
Okhlopkov felt that the theater Stanislavski the 
audience was forgotten behind the “fourth wall” which the actors 
threw separate themselves from it. also felt that the actor 
Meierhold’s theater vulgarized himself, playing directly the 
audience clown does. achieving the theater dreamed of— 
meeting where two dear friends experience emotional union 
which for that moment all the rest the world may for- 
(quoted supra, page 45). 


The Realistic Theatre, under his direction, was small hall with 
balcony across one end. There was proscenium arch, and the 
consisted portable platforms which could set 
any part the hall the arrangement best suited the demands 


Freedley and Reeves, History the Theatre (New York, 
1941), 546. 
Houghton, op. cit., 148. 
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each play. The seats were also movable sections which were 
placed around the stage, according its position. 


The Iron Flood [writes Houghton] they were grouped 
along one side and [one] end the hillside which 
the stage. Sometimes the form may circus-like, with the 
audience sitting circle around the stage; sometimes 
the stage may one end the room like dais front 
which the spectators sit, facing lecture hall; 
other times, the stage may lozenge shaped, the au- 
dience sitting the four empty corners the room again, 
they may sit three sides the stage out 
from the fourth wall. one production Okhlopkov placed 
much the action bridges set over the heads the 
audience. Mother Gorki, the stage was circular one 
set the center the house; then from this center there 
were four runways extending out right angles one 
another, like spokes from hub. The runways connected 
with other runways that ran along the four walls the 
auditorium. Actors made all their entrances and exits 
the center stage along these 


his efforts establish strong bond between actor and spec- 
tator, Okhlopkov chose only plays illustrating the most fiery, revolu- 
tionary themes—plays about subjects within the experience his 
working-class audience. Moreover, dealt with these plays real- 
istically, using objects representationally rather than symbolically. 
interesting note the difference between and 
Okhlopkov’s limitations selection. Whereas Reinhardt’s were 
imposed the physical considerations his enormous arena, the 
Russian’s limitations were apparently self-imposed or, rather, im- 
posed the 1932 manifesto “Socialist Realism.” While the 
fundamental principle the arena stage was never absent from 
his always changing stage arrangements, Okhlopkov tended 
overwork the flexibility into mere theatrical novelty. This was 
probably the result the strong influence Meierhold exerted upon 
him the boundary between esthetic propriety and “arty” charlatan- 
ism easily over-stepped the one mistaken for the other. 

America two men are variously credited with being the first 
use central staging. Some say that Gilmor Brown was first 
virtue his Playbox Theatre, founded Pasadena 1924; but 
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this theater was more reflection Okhlopkov’s method or, 
Brown’s own words, “flexible staging inspired originally 
the visit Jacques Copeau and his Vieux Colombier this coun- 
Glenn Hughes, the director the Penthouse Theatre the 
University Washington, was apparently the first use the 
arena stage know today. 

Professor Hughes first employed his “penthouse” style the 
autumn 1932. His initial productions were staged the large 
drawing-room friend’s penthouse apartment. result 
the excellent response the audience, this theatrical experiment 
progressed hotel ballroom and then lodge rooms near the 
campus. Here Professor Hughes provided “raised seats for 140 
persons arranged around four sides the auditorium, with 
carpeted acting area the center, [and] specially designed 
lighting unit concealed beam forming rectangle above the 
1938 permanent Penthouse Theatre was constructed 
the University Washington campus. 


Our new Penthouse Theatre seats 172 [said Professor 
Hughes]. There are only three rows seats and these 
carpeted acting area feet wide and feet long. There 
are four entrances the auditorium and any these may 
used the actors, though most the entrances and 
exits are made the side doors, which lead small 
waiting rooms concealed the double walls. The ceiling 
domed, supported laminated wood trusses, and the 
lighting for the entire room supplied spotlights 
with special lenses concealed above the dome, with beams 
light focused through small holes the 


Hughes, like Reinhardt and Okhlopkov, has recognized limits 
the efficacy the arena stage. tells that limitations the 
choice plays depend upon the 


willingness the producer invoke theatrical conven- 
tions arbitrarily, and the willingness the audience 
accept these conventions. producer and audience can 
agree highly simplified symbolism lieu realistic 


Albert “An Invitation Action,” Theatre Arts, XXXIV 
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stage settings and properties, something corresponding 
the Chinese method, then every play possible. have 
assurance, however, that American audiences would 
enjoy such extreme simplification the presentation of, 
let say, The Tempest, Faust, Peer Gynt, Street Scene, 
Becomes Electra. plays like these the 
atmospheric backgrounds are important that omit 
them deprive the audience considerable portion 
its natural 


Professor Hughes’ view this equation producer’s and au- 
dience’s “willingnesses” is, however, somewhat narrow. admits 
that has not even attempted exploit all the the 
arena technique, but has limited his Penthouse Theatre’s repertoire 
almost entirely modern drawing-room comedy. 

Shortly after Hughes began his experiments, college and univer- 
sity theater organizations all the nation started adopting the 
technique central staging. For many the arena theater offered 
solution practical and economic problems. Some schools were 
without adequate playhouses, but there usually least one old 
building each campus which can reclaimed for use 
theatre-in-the-round. Others felt that they could more effective 
the number their productions during season were not limited 
the cost scenery and the time spent building it. Because 
does not require scenery, the arena stage solved this problem for 
many. Still other espousers this form staging were prompted 
purely intellectual curiosity. This was certainly not the case, 
however, with the professional theater organizations; these were 
much slower adopt the new stage-form, and, when they did, 
was invariably cope with economic problem. was not until 
1947 that professional arena theaters began appear cities such 
Dallas, Atlanta, Jacksonville, Washington, C., and, finally, 
New York. less than two decades the technique arena staging 
has come vital force the American theater. 

Our historical survey focuses upon five interdependent factors 
which must enter into any consideration the traditional signif- 
icance the arena theater. These are: (1) the arrangement the 
audience around the theatrical action, (2) the lack representa- 
tional scenery, (3) the theatricality the degree frankness 
about the “make-believe,” (4) the intimacy the arrangement 
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the audience and its relationship the actor, and (5) the limita- 
tions the stage form. 

Most the theaters antiquity presented their dramas the 
three effective dimensions depth, width, and height, rather than 
those width and height and the foreshortened dimension 
depth which find the proscenium theater. When the Greek 
theatron evolved from the more informal arrangement around the 
old ritual circle, the audience still found itself seated around more 
than half the circumference the circle which the theatrical 
action transpired. should noted, however, that, even though 
there was always high degree theatricality the performance 
Greek drama, this degree gradually lessened with the inevitable 
change subject-matter from gods heroes princes ordinary 
men the closer the approach the contemporary, particular scene, 
the greater the loss the ancient ritual make-believe. This lessen- 
ing degree theatricality was reflected the varying an- 
other the above-mentioned five more and more attention 
was called the skene, which had become fixed element, sort 
symbolic facade. Finally, then, the Greek theater realized its 
limitations. could represent human action more particular 
than one which could “naturally” take place the open, front 
temple, palace, house. 

this factor limitations which finally raises doubts 
the validity the claim the arena theater “traditional signif- 
icance.” All other early theaters, like the Greek theater, evolved 
hand-in-hand with their respective forms drama until each 
physical stage form realized its limitations. This only another 
way saying that drama has always been written with specific 
stage form mind. This not true, however, the arena stage, 
its progenitors, since not the product natural evolu- 
tionary process, but instead result either arbitrary esthetic 
theorizing practical economic necessity. Very few plays have 
been written specifically for the arena stage; therefore, its practi- 
tioners must select from the plays written for other kinds stages. 
Because the comparative lack intimacy his “circus,” Rein- 
hardt was limited his selections plays dealing “externalities.” 
Okhlopkov’s theater degenerated into artistic preciosity because 
attempted, means excessive theatricality, compensate for 
the lack the representational scenery which his realistic plays 
demanded. Hughes limits his Penthouse Theatre modern draw- 
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ing-room comedy because feels that can represent adequately 
this kind setting without invoking arbitrarily too many theatrical 
conventions. 

This seems time much talk about the necessity re- 
interpreting traditional values; feel, however, that more than 
talk necessary make the traditional values the arena theater 
have any true significance for modern audiences. Central staging 
must made popularly accepted medium dramatic presenta- 
tion; must vindicated all suspicion its being simply 
way out,” solution problem, sort night-club entertain- 
ment, clever experiment. think there are two ways which 
this aim can accomplished. First all, consistent theory 
theatrical production the arena theater must formulated. This 
theory must embrace principles directing, acting, design 
properties, costumes, and make-up, together with principles the 
management lighting and effects. Some efforts have been 
made formulate such theory, but producers have tended gen- 
erally let the selected play determine the theatrical conventions 
the new stage. This practice has produced bewildering vari- 
ability conventions, condition which turn has led much 
the critical confusion about theatre-in-the-round. dramatic 
convention has value until can accepted without the con- 
sciousness acceptance the part the spectator. Therefore, 
the theory dramatic presentation must first made consistent 
with esthetic balancing the traditional factors the arena 
stage the light whatever values these factors may hold for 
today’s audiences. 

This immediately implies the second prerequisite the popular 
acceptance the arena stage esthetically valid medium. 
Once the appropriate body dramatic conventions the arena 
stage known, playwrights must show willingness write plays 
expressly for this medium, just as, the past, they have shown 
willingness write plays for other stage forms. Robert Edmond 
Jones, one America’s greatest scene-designers, early date 
pointed the salutary effect that such development might have. 
predicting the demise today’s theater because “journalism” 
has been substituted for the quality legend contemporary 
drama, said: 


truism theatrical history that stage pictures be- 
come important only periods low dramatic vitality. 
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Knowing the values that central staging could add Jones’ “bare 
stage,” can realize how great impetus the arena theater could 
give new and exciting kind playwriting. Until the inter- 
action between consistent body dramatic conventions the 
arena stage and style playwriting governed these conven- 
tions does take place, the arena stage will continue waver be- 
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Great dramas not need illustrated explained 
embroidered. The reason have had realistic 
stage for long that few the dramas our 
time have been vital enough able dispense with 
them. Actually the best thing that could happen our 
theatre this very would for playwrights and 
actors and directors handed bare stage which 
scenery could placed, and there told that they must 
write and act and direct for this stage. time 
should have the most exciting theatre the 


tween the parlor game and the vital, artistic theater. 


Quoted Allardyce Nicoll, op. cit., 227. 


